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New Car Sales in March 
Estimated at 78,000 Units; 
Trucks Near 10,000 Mark 


Estimate Based on Complete Returns, With Exception | ROCKELMAN RESIGNS 


Of Oklahoma, Compares With 92,192 
New Cars i in March, 1932 


Detroit, Mich., May 1.—Sales of new passenger auto- 
mobiles in March materially exceeded earlier indications, it 
Was revealed today in the national weekly report of motor 


tar sales of R. L. Polk & Co. ® 


With complete reports from all 
ates but Oklahoma already tabu- | 
ted, it was estimated that sales 
‘or the month totaled 78,000 units. 
his compares with earlier esti- 
ates of 75,000 units and with sales 

f 92,192 in March, 1932, and 69,464 

February this year. The Okla- 
homa registration reports are not 
xpected to be received for several 
. but to delays incident to a 
oo of the registration 

achinery in that state. 

Reports from all sections of the 
country except Oklahoma showed 
total registrations of 177,170 units, 
which was 13.82 per cent. greater 
than the 67,799 units registered in 
the same states in February and 
Only 15.42 per cent. below the 91,235 

its registered in those :tates in 

arch last year. 

Sales of new trucks also exceeded 
xpectations, the total being esti- 
Pnated at 10,000 units, as compared 

ith earlier indications of about 
P,300 units, and with 9,707 in Feb- 

uary and 16,784 in March, 1932. 

turns from all siates except 

klahoma showed registrations of 

.762 units, which was 3.11 per cent. 
reater than the 9,468 units regis- 
tered in the same states in February 
and 41.61 per cent. below the 16,713 
tunits registered in those states in 
March last year. 


TIRE INDUSTRY RAISES 


PRICES AVERAGE OF 5%; 


FURTHER BOOSTS DUE 


Akron, May 1.—The expected rise 
in tire prices materialized today in 
announcement by most of the com- 
panies of increases ranging from 344 

7 per cent. This is the first in- 


rease in tire prices in about eight | 


CANADIAN WILLYS 


recent rises in raw materials costs, | 


gears. It was made inevitable by 








both cotton and rubber having gone | 


up considerably in the past few 
weeks. 


} 


The consensus here is that there | 


will be a second price increase by 
June 1 and a third not later than 


(C ontinued on Page 4) 


ILLINOIS APRIL 
SALES SHOW GAIN 
OVER LAST YEAR 


Springfield, Iil., May 1.—Much in- 
terest attached to the announce- 
ment of sales figures for Illinois for 
April this year, this being the first 
state to report. The April sales total 
shows a very satsifactory gain over 
the same month last year, the record 
being 8,132 passenger car sales 
against 7,982 in April, 1932. March 


sales this year were 5,376 units. 
Automobile dealers in this section 
of the country have been insisting 
all month long that the long sales 
drought had finally broken and the 


( Continued on Page 4) 
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DODGE ANNOUNCES 
11/>-TON TRUCK LINE 
IN TWO WHEELBASES 


Detroit, May 1.— Dodge Brothers 
today is officially presenting its new 
line of 1'4-ton trucks, available in 
two wheelbases, 131 and 157 inches, 
respectively. 

The six-cylinder engine, with bore 
of 3% inches and stroke of 4%% 
inches, delivers 62 horsepower at 
3,000 r. p. m. 

The transmission, in unit with the 
power plant, provides four speeds 
forward and one reverse. Engine 
cooling is by centrifugal pump and 
a four-blade fan 18 inches in diam- 
eter. The radiator core is of the 
cellular type. The water capacity of 
the cooling system is 3% gallons. 

The chassis frame is of hot-rolled 
steel. On the 131l-inch chassis the 
frame members measure 6 29-32 
inches deep, 2x6 inches wide flange, 
11-64 inches thick. On the 157- 
inch chassis the frame dimensions 
are: depth, 71-32 inches; flange 
width, 2% inches; thickness, 15-64 
inches. 

Standard tire equipment for both 
chassis is 6.00x20, six-ply in front; 
32x6, eight-ply in the rear, on ven- 
tilated disc stel wheels. This tire 
equipment is standard with all 
bodies, except the panel, which has 
wire wheels shod with 7.50x17, six- 
ply in front and rear. Dual wheels 
and optional tire equipment are also 
available. 

The rear axles, identical in both | 
chassis, are full floating, inclosed in | 
a cast steel housing, with heat | 
treated steel tubes pressed in and | 
electrically welded to the steel hous- 





(Continued on Page 8) 


PLANTS TO CLOSE 
ON OR ABOUT JUNE 1 


Toronto, Canada, May 1.—Willys- 


| Overland of Canada, with extensive 


plant on the outskirts of this city, 
is to shortly close down for an in- 
definite period, it was learned today. 
Lacking any statement from officials 
of the company, but going on in- 
secured from _ reliable 
sources, it is intimated that the 
plant may not reopen although it is | 
understood an effort may be made 
at reorganization, 

Notice has been given all members 
of the sales and engineering depart- | 
ments, including the sales manager | 
and chief engineer, that the plant 
is to close and that their services | 
will be no longer required, effective 
June 1. In the meantime it is; 
understood that the company will 
complete orders for cars on hand. 

It is not known to what extent the 
American company was interested 
in Willys-Overland operation in 
Canada but it has always been 


(Continued on Page 8) 





May Output to Be Stepped Up 
Over April; Sales to Set Pace 





CONTINENTAL SALES 








F.L.BOCKELMAN 


Detroit, May 1—Fred L. Rockel- 
man has resigned as vice-president 
in charge of sales of the automo- 
bile division of Continental Motors, 
effective today. The company has 
named no successor, and it is under- 


stood Mr. Rockelman has no defi- | 
nite plans as to the immediate 
future. 


Rockelman has been a prominent | 
figure in the automobile industry 
for more than a quarter century. 
He was with Ford for twenty- 
six years, during which ‘time he | 
was president and general manager | | 


(Continued on Page 2) 


ESSEX TERRAPLANE 
113-IN. SPECIAL SIX | 
ADDED IN CANADA’ 


Toronto, Canada, May 1.—A new 
Special Six series Essex-Terraplane, 
intended for sale only in the Cana- 
dian market, is announced by Hud- 
son-Essex of Canada Limited. Til- | 
bury, Ontario. The new car, known 
as the Essex-Terraplane Special Six 
series, is on a wheelbase of 113 
inches, and has a base price at the 
Canadian factory of $695. Six body 
types are available. 

According to statement issued by 
A. E. Barit, president of Hudson- 
Essex of Canada Limited, the new 
Special Six series is being manufac- 
tured in Canada and is to be sold 
exclusively in that market. From | 
this statement it is assumed that the 
car will not, for the time being at | 
least, be launched on the American | 


(Continued on Page 8) 
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WAYNE COUNTY APRIL | 
SALES TOP LAST YEAR 





Detroit, May 1—The advent of 
real spring weather, coupled with 
the payoff of $80,000,000 of the $130,- 
000,000 due to be paid out by the 
two banking groups in this city, 
caused Wayne county motor vehicle 
sales to take a mighty leap in the 
week ended Friday, April 28. The 
total was 968 passenger cars and 


(Continued on Page 5) 





New Model Offerings i in “Both Cars and Trucks Ar@ 
Expected to Have Stimulating Effect on 


3 
Sales in Next Two Months y 
By CHRIS SINSABAUGH . 
Detroit, May 1.—Without a single exception, every 


| automobile factory in the Detroit area is planning to step up 


production in May, which surely is indicative of the improve- 
ment in the industry following the unusually good April, A 
survey of the local situation shows that confidence has been 
restored by the reports from the field and, by the way new 
cars are moving, so manufacturers seem warranted in going 


ahead in a big way. 

As it looks now, April is a back number as the peak month. It is 
clearly apparent that the banking situation and the bad weather were 
not so harmful as anticipated and those who predicted that the delay 
occasioned by them would lengthen the spring buying season feel that 
they are right in their prognostications. It would seem now as if not 
only May but June also will see great activity in a sales way and that 
the buying will extend well into the summer, in marked contrast with 
recent years. 

Unusual for this time of the year is the fact that new models are 
coming out. We have had Plymouth spring two within one week of each 
other and now Hudson-Essex hints it has something ep its ta ae in the 


away with the gearshift lever, ano sacle wouldn’t have been sprung 
at this time by the wise ones at Lansing if they had not felt that the 
upturn is here. And we find Dodge out first with its longer wheelbased 
job and now with a new line of trucks, with still another truck in the 
immediate background. 

So, taking it by and large, the factory review this week shows the 
industry to be in a happy frame of mind, convinced it is going places. 


Dodge 


Something very unusual in these days—a train of twenty-nine freight 
cars loaded with Dodges and Plymouths pulling out today and consigned 
to Walsh Motors of Kansas City. President K. T. Keller signalized the 
occasion by climbing into the locomotive cab and having his photograph 
snapped ... Another shipment goes out Wednesday, this time by steamer 
and for the Chicago market, something like a couple of hundred units 

. Field men in the truck division are meeting at the factory today. 
Tomorrow and Thursday the party breaks up and each field man will 
drive one of the new ton and a half jobs back to his territory ...W. M. 
Purves, assistant general sales manager, gets a phone call from Forsythe 
& Dale at Syracuse, N. Y., who report enthusiastically on the way Dodges 
are Selling. They told him they have sold more new Dodges so far this 
year than they did all last year, when business was comparatively good 

Here in Detroit, Tom Doyle delivered fourteen new Dodges on retail 
or ‘der Thursday, twelve on Friday and twenty on Saturday , , . Production 
was increased three times during April and Purves says that. the factory 
folk are more optimistic about May even if April saw retail delivery records 
beaten each week of that month. 


Hudson-Essex 


An announcement of considerable importance will be shortly made 
by the Hudson Company. It is anticipated that in answer to a wide~ 
spread demand that an interesting new model will be added. No details 
are as yet availible ... For the third consecutive week orders have con- 
tinued to increase, necessitating an increased production . . . During this 
three weeks period sales have climbed from an average of 700 weekly 
to 1,200 and there are strong indications that this will continue through 
the spring buying period ... As a result of the increased number of 
orders, production for April probably will reach 4,600 to 4,800 cars, It 
is likely, Bill James says, that these figures will be exceeded in May... 
According to Chester G. Abbott, general sales manager, one of the features 
of the demand is that territories which have been down for a considerable 
period of time are showing strong signs of life. The improved sales are 
spread over a large area ... Activity is reflected in the number of dealers 


being added. 7 
Graham-Paige 


April production schedules were increased 20 per cent. to take care 
of increase in dealer orders ... April 24 broke the record for 1933 show- 
ing the largest volume for any one day so far this year ... Retail sales 
for the first three weeks of April exceeded the total reported for the 
entire month of March ... The May production schedule has been 
increased 33 per cent. . . . During April forty-three new Graham dealers 
were signed in the United States and Canada . . . Export shipments 
showed a marked improvement during April and increased 70 per cent. 
over the same month last year. Total export shipments for the first 
four months ran 22 per cent. ahead of the same period last year... 
F. R. Vapley, vice-president, is in Eastern territory, setting up new 


dealerships. 
Plymouth 


Production is expected to equal and maybe exceed 26,000 units this 
month, The plant is working full blast and several departments are 


(Contnued on Page 4) 
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NEW G. P. A. GLYCERINE 


HUDSON EXPANDS 
TO SELL AT $1.45 A GALLON 


ITS STEEL ORDERS 


Youngstown, May 1.— Hudson 
Motor Car Company is taking a 
greater volume of 
steel from leading 
steel producing 
centers and ex- 
pects heavier pur- 
chases shortly, al- 
though the com- 
pany’s inventory 
already is fairly 
large in anticipa- 
tion of higher 
prices, Roy D. 
Chapin, chairman 





New York, May 1.—The lowest 
prices on record for the new G. P. 
A. Radiator Glycerine will prevail 
next fall, according to reports which 


have reached the Glycerine Pro- 
ducers’ Association. The reports in- 
| dicate that the new list price to the 
consumer will be $1.45 per gallon, 
; with larger margins of profit to both 
the jobber and the dealer. G. P. A. 
Radiator Glycerine is the standard- 
|ized anti-freeze made by large gly- 
cerine refiners according to the 
formula developed and approved by 
the research laboratories of the 
Glycerine Producers’ Association. 





Roy D. Chapin 


of the company) A pig advertising campaign will 
and former secretary of commerce, | be released by the Association later 
said here. in the season in which generous use 


Higher prices for automobiles, as 
well as for steel and similar com- 
modities, were forecast by Mr. 


will be made of national magazines, 
radio, trade papers and direct mail. 
| Local warehouse stocks of G, P. A. 
Chapin. Hudson’s production sched-| wil] be carried at more than 500 
ule has doubled in April on a sub-/ points throughout the anti-freeze 
stantial improvement in car sales,|season. Store door delivery from 
he said. | these local stocks or prepaid drop 

“We believe the automobile in-|shipments will be made without 
dustry is on the way up,” Mr. Chapin | extra charge against either the job- 
declared. “Business generaly is!/ ber or the dealer. 


definitely on the upturn.” STUDEBAKER SALES 
REACH HIGH LEVEL 


South Bend, Ind., May 1.—With 
the exception of the period early in 
ing resolution relative to Col, A, F.| the year when new models were dis- 
Masury, who Iost his life in the| tributed to dealers, the number of 
destruction of the Akron, was adop-| cars shipped by Studebaker during 
ted recently by the National High-| the five day period ending April 25 





HIGHWAY GROUP 
HONORS MASURY 


New York, May 1.—The follow- 


way Traffic Association, Provi-| was higher than in any other five 
dence, R. IL: day shipping period since June 20, 
iar, 1932, Paul G. Hoffman, president of 
Whereas, the recent lamented | phe studebaker Sales Corporation of 





death of Col. Alfred F. Masury in} America reported today. 
the tragic accident to the Akron, | ames Gains OS -—_ — 
airs : hae ny | exceede nirteen hundred cars an 
airship s the United States Navy, | were 15.2 per cent greater than those 
is a serious loss to the transporta-| of the next greatest five day ship- 
tion world in which he had played| ping period, Mr. Hoffman said. 
so prominent a part for many years;| He also announced that, since 
as vice-president and chief engineer | March 21, scores of representative 
of Mack Trucks, Inc., and through| distributors and dealers in all sec- 
his activities in highway and trans- | tions of the country, have been sign- 
port conferences in which his|ing Studebaker and Rockne fran- 
valued, far-seeing advice guided and | chises. Among others, the following 
directed the sound and economic} new retail outlets have been estab- 
development of highway transport; | lished in strategic markets: Arthur 
and |R. Lindburg Co., San Francisco, Cal,; 
Whereas, Col. Alfred F. Masury| Pasquini Motor Co., Wilkes-Barre, 
had been for fifteen years an officer | Pa.; Adt Motor Company, Kansas 
of the National Highway Traffic | City, Kansas; Piedmont Motor Corp., 
Association and recently had been| Winston-Salem, N. C.; Robt. Y. 
elected first vice-president of the| Burns, Erie, Pa.; Phil Payne Motor 
association, which would have re-|Co., Lynchburg, Va.; Graulich Auto 
sulted in his being elected president | Sales Co., Evansville, Ind.; Wilcox 
in 1934-1935, except for his untimely | & Malm, Grand Forks, N. D.; Meri- 
death; therefore be it | dian Garage, Yankton, S. D.; J. S. 
Resolved, that the executive of- | Terman, Mansfield, Ohio; John R. 
ficers of the National Highway Traf- | Mattson, Inc., Brookline, Mass.; and 
fice Association, in meeting as- | Slater Motor Sales Inc., Greenwich, 
sembled on April 11, 1933, deplore | Conn. 
the passing of this distinguished A spin ; 
American citizen and send assurance FORD SALES UP 
to his wife, Mrs. Edna Masury, to| Milwaukee, Wis., May 1.—Sales 
the other members of his family,| through the Milwaukee plant of 
and to officials and staff of Mack| Ford Motor Company will run to 
Trucks, Inc., that his memory will | approximately 800 units for April, a 
always be revered by his friends and | substantial increase over the 500 of 
associates; and be it further | March, according to W. E. Simons, 
Resolved, that a copy of this reso- | manager. There were 269 cars sold 
lution be forwarded to his wife, Mrs. from April 15 to 25 alone, and the 
Edna Masury, to the officials of|local plant is taking about forty 
Mack Trucks, Inc., to the automotive | cars a day from the Chicago factory. 
press, and to the public press of the | Demand and production are run- 
principal cities throughout the|ning about on an even keel, Mr. 
world. 'Simons stated. 





Big enough to be Comfortable 
Small enough to be Economical 


“Jie American 
[ 
America’s Most Economical Passenger 


and Commercial Cars 


$275 up F.O.B. Factory 


Write for details about non-conflicting and valuable franchise 


American Austin Car Co., Inc., Butler, Pa. 































| FINANCIAL NEWS | 


YELLOW TRUCK & COACH 

Pontiac, Mich., May 1.—Net sales 
of Yellow Truck & Coach Manufac- 
turing Company for the quarter 


SPARKS from DETROIT 


































ended March 31, 1933 were $2,543,- ey 
991, Paul W. Seiler, president, an- Increased Prices? 
nounced today, Net loss after de- :*® 
preciation was $1,067,981. In the Movie Film 

quarter ended March 31, 1932, the es 
company reported a net loss of Gets ‘Saxon Stock 





$996,351. 


* 


Picks Up Trail 


FINANCING IMPROVES 

Philadelphia, Pa, May 1. 
Finance companies in Philadelphia 
have reported a marked increase in 
collections after the recent banking 
holiday. The Credit Association of 
Commercial Bankers were advised by 
members, who are all financing 
automobile paper in Philadelphia 
and vicinity, that purchasers have 
been meeting current obligations 
and, in fact, delinquencies have actu- 
ally decreased, Frederic M. Zim- 
merman, vice-president of the Auto- 
mobile Banking Corporation and 
president of the association, said 
that new financing is on the in- 
crease. 





Chris Sinsabaugh 


Detroit Editor 








A INCREASED automobile prices impending? Mebbe 
so, mebbe not, but just the same this commentator notes 
signs that lead him to believe that the thought is 
uppermost in the minds of manufacturers and dealers. 
I'm told that at least one company has received so 
many letters from its dealers asking if present prices will 
be continued that it has been felt necessary to send out a 
statement to them to the effect that present prices cannot 
be guaranteed, 


AUTO-LITE 


Toledo, May 1.—Electric Auto-Lite 
Company and subsidiaries for quar- 
ter ended March 31, 1933, report net 
profit of $70,402 after depreciation, 
Federal taxes, etc., equivalent to 
$1.68 a share on 41,977 shares of 
7 per cent. preferred stock. This 
compares with $547,680, or 53 cents 
a share on 897,509 no par shares of 
common stock, after dividend re- 
quirements on 7 per cent, preferred 
stock, in first quarter of 1932. 

Income account for quarter ended 
March 31, 1933, follows: Gross profit 
after depreciation, $548,674; expenses 
and Federal taxes, $478,272; net 
profit, $70,402. 


+ * * 


IT IS UNDERSTOOD that this so far is only a pre- 
cautionary step. There is nothing concrete as to definite 
action. Some say prices will not go up until the new models 
start coming out in the fall, while others, like the company 
mentioned above, feel it all depends on the price of mate- 
rials. If they increase, a jump in the price of cars is the 
natural sequence. Prices of materials are advancing but the 
way the automobile industry buys nowadays—not more than 
thirty days in advance—would make it seem as if the ques- 
tion of increased car lists will not be decided for several 
weeks to come. I’m predicting we will know more about it 
by the middle of the month. 

Oo * x 


THERE WAS a distinct automobile flavor to the last 
weekly luncheon of the Detroit Adcraft Club because it was 
featured by the showing of Fisher Body’s latest movie film 
“Over and Over Again,” which is now going the rounds and 
which will be seen by 30,000,000 before the end of the trail 
is reached, it is estimated. The film was produced by Morris 
Caplan’s Metropolitan Motion Picture Company of Detroit. 
The thought behind it being to prove the strength of Fisher 
bodies by rolling a Fisher bodied car down a steep hill at the 
proving grounds. 

The party was unique in that it was held in the Metro- 
politan studio and with the buffet luncheon served by the 
Detroit Athletic Club to 225. 

* - # 

WATCHING “OVER AND OVER AGAIN,” there came 
to mind the stunt George W. Sutton pulled for Budd four 
years ago. Sutton claims he was the first to roll a car down 
hill to prove body strength. When he put on the Budd demon- 
stration he paid a chap $500 to ride in the car while all this 
was going on. The other day this same fellow came to Sutton 
and offered to cut his price to $50. Depression is responsible 
for the slash in prices. ‘ 


MULLINS 


Detroit, May 1—Mullins Manu- 
facturing Corporation reports for 
quarter ended March 31, 1933, net 
loss of $126,469 after taxes, deprecia- 
tion and other charges. No provi- 
sion has as yet been provided for 
any loss that may be incurred in 
the Willys-Overland receivership. 
This compares with net profit of 
$16,623, equal to 57 cents a share 
on 28,775 shares of $7 no par pre- 
ferred stock in first quarter of 1932. 

Income account for quarter ended 
March 31, 1933, follows: Net sales, 
$463,603; cost of sales, net, $454,191; 
gross profit, $9,412; expenses, $62,- 
053; loss, $52,641; other income, 
$2,013; loss, $50,628; interest, dis- 
counts and reserve for bad debts, 
$6,848; depreciation, $68,993; net 
loss, $126,469. 


ROCKELMAN RESIGNS 
CONTINENTAL SALES 


(Continued from Page 1) 
of Ford’s railroad and also sales 
manager of the Ford Motor Com- 
pany during the Model A era. 

For three years prior to joining 
up with Continental, when the com- 
pany announced its advent into 
automobile manufacturing, Rockel- 
man was president and general 
manager of Plymouth. 


* * 


HARRY BERCOVICH, Jr., of the J. Stirling Getchell 
Agency, handling Plymouth and De Soto advertising, dropped 
in to see A. O. Dunk and was surprised when he was pre- 
sented with 100 shares of Saxon stock. Dunk, you know, is 
the famous “orphan car’ man who, in the past, bought up 
so many defunct automobile companies and made money 
selling the parts. Of course he accumulated a large assort- 
ment of stock certificates in consequence and now he makes 
a practice of surprising his friends on their birthdays by 

4 era sending them these stock certificates, 

GENERAL MOTORS BOOSTS ~ —— 
CANADIAN CAR PRICES IN THE SCRAMBLE for business in this sector all sorts 

aoa ' lof new ideas are being developed. Sinclair Oil, for instance, 
which has a greasing palace here, is selling lots of oil and 
bringing work into the shop by the adoption of a new policy. 
which includes free call and delivery service. If your car 
needs lubrication attention Sinclair, when phoned, will send 
a man after your automobile and after it has been greased 
$5 per car, with a $10 advance on| will return it and this service will cost you nothing—you 
the Master prices. Pontiac prices} gnly pay for the lubrication. 
are advanced a straight $10 per % s * 
St oe eee I'VE PICKED UP the trail of Henry Nyberg, dynamic 
crease on the Eight series. On the |Swede who made the used car business an industry when he 
McLaughlin-Buick line the increase | was operating in Chicago twenty years ago and who was the 
ranges from $15 on the 8—50 and/hyilder of the Nyberg. Customers Win Zucker of Stewart- 
8—60 series, to $20 on the 8—80| Warner and Tom Brogan, Cadillac dealer, Paterson, N. J., 
series and $25 on the 8—Q0 Series : > 
care. were asking about him the other day. 

This makes the second Canadian C. S. Thomson, export manager of the Four-Wheel Drive 
maker to raise prices within the|Sales Company of Clintonville, Wis., who read the column 
past few weeks. On April 10 a last Wednesday, comes forward with the following: 
Cosporation <f Canace Lamins, '« “In 1919 Nyberg collaborated with this company in the 

establishment of our branch factory at Kitchener, Ont. The 
following year he went to Europe as our representative. 


Windsor, announced price increases 
on the majority of its lines. The 

While there he made an agreement with the British govern- 
(Continued on Page 2) 





Toronto, Canada, May 1.—Price 
increases ranging from $5 to as 
high as $25 per car are announced 
by General Motors of Canada, 
Limited. On the Chevrolet line all 
Standard series cars are advanced 


lines affected by the increase in- 
cluded all Chrysler series, De Soto 
custom models and Dodge 6 PQ and 
PD lines, 


a 








Retail Salesmen 
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This department is devoted to the interests of the retail sales divi- 


sion of the industry. Salesmen, this" is your department. 


Automotive 


Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or avoid errors that cost 


you commissions, 
Dealers read this page. 


Give us the benefit of your reactions on 


these problems that affect the work) of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 


Scientific Sales Control Through 
Analysis and Interpretation 





By H. F. REVES 
Direction of sales effort for the single selling unit and 
for the widespread manufacturer’s organization alike may 
be placed upon a carefully controlled basis that will operate 
with almost mathematical accuracy. This result is forecast 
in the perfection of a system of sales control by Angus S. 


Orbits of Detroit, for twelve years connected with the Ford 
i isicitasoicilitansiisabiadiantiiatiaaninaiins 


Motor Company. 

The individual salesman and his 
Single contact with each prospect 
is the basis of this system. He pre- 
pares a daily report form of work 
accomplished, showing every call, 
and the reasons for selling or fail- 
ing to sell. These reasons constitute 
the essential information of the en- 
tire system, and have been prepared 
only after the most careful analyti- 
cal study of the individual sales 
field. The usual reasons for failure 
to sell placed upon the salesman’s 
report are merely excuses; it is 
necessary for the sales director to 
present a system that will be fool- 
proof. Insistence upon careful 
checking of the causes of failure 
results in the compilation of statis- 
tical data of final importance in 
the largest sales organization. 

The individual salesman also uses 
these same reasons in reporting 
upon his prospect card, for every 
call made; and the sales manager 
can determine from this card 
whether a particular prospect justi- 
fies further effort, and in what di- 
rection, This careful reporting 
upon each contact unifies and sys- 
tematizes sales control] in the case 
of each single sale. 

The intelligent, experienced sales 
manager may be able to accomplish 
approximately this result through 
careful individual direction before 
now; but he will not have any com- 
Piled data to gauge general sales 
policies. Moreover, even in indi- 


vidual cases, the reason for failure | 


under a rigidly controlled method 
like this would be precisely known, 
not merely guessed at, and appropri- 
ate remedies could be applied in 
time. However, the largest value of 


this system comes in the accumula- | 


tion of statistics of performance all 
the way up the line of the sales or- 
ganization. 

First, for the individual salesman 
—his weekly or monthly report will 
show where he has succeeded or 
failed; if he has made too many calls 
with too few sales, his reports will 
show this—the 
then be passed out to spend more 
time on each prospect; 
trary could also be discovered of 
other hardworking salesmen. An- 


other might be found working in an | 


entirely unproductive territory; an- 
other may be concentrating upon 
the wrong age-group. All facts of 
this nature will be observable from 
the series of daily reports and com- 
parison with the performance of 
other salesmen. 


Moreover, the summarized reports | 
for all salesmen for the single sales | 


unit will show clearly the successes 
and shortcomings of the sales effort. 
The sales manager will have from 
this a clear record of what he is 
doing from time to time. The same 
information for larger sales groups, 
up the largest manufacturers’ sales 
organization, can be readily sum- 


marized from standardized report | 


forms. 

The result is the ability of the 
general sales manager to control 
Sales effort in accord with the de- 
mands of the moment. Based upon 
this careful analysis of each prospect 
called upon, he will have at his 
finger tips a record of public re- 
sponse to his product. 





the con-| 


instruction would | 








He may find | 


a general public prejudice against 
the name or against some special 
quality which would call for either 
specialized publicity or change of 
product; in many cases, financial 
objections to the product might be- 
come so great that a change in price 
or in finance terms would be speci- 
fied. An automobile manufacturer, 
for instance, might find that people 
were failing to buy his car because 
they expected a new model—and the 
exact time to place this upon the 
market could be scientifically gauged 
by the moment when the peak of 
this withholding from buying was 
reached. Sales control from the top 
of the organization would be no 
longer a matter of intuition, but of 
almost mathematical certainty based 
upon these tabulated reports. 

The analysis of reasons for failure 
to sell is therefore of first impor- 
tance in this sales system. Under 
the plan prepared for the automo- 
tive industry, seven groups of rea- 
sons which are nearly exhaustive 
have been prepared, each subdivided, 
with one blank space under each 
group for special reasons encoun- 
tered by the salesman, Though 
adapted to a single industry in this 
case, the system, with a few changes 
of wording, is applicable to any in- 
dustry dependent upon ordinary 
conditions of exploitation and sell- 
ing in a competitive field. The 
analytical table of reasons is: 


An Inquiring Reporter Visits 
Some Leading Car Dealers 


Automotive Daily News has 
reporter on the job, talking to dealers. 
reporter asked a number of leading automotive merchants 
whether there was anything the factories could do right 
now to stimulate retail buying. He also asked how busi- 
ness for May looks at the moment, Here are some of the 


answers he got: 


Philadelphia Auburn-Cord Company says that the 
biggest help that the factories can give dealers right now 
This company thinks that prospects 


is to advance prices. 
for May business are “fair.” 





ie Gy tS Ware ee a 


| no opportunity to demonstrate; 





Non-productive reasons: No one 
answers door; moved, cannot locate; 


| Claims no use for product; too busy 
to interview; hurried or interrupted 


interview; wife says to see husband; 
will 
come in to place order; bringing old 


| car in for appraisal. 


Competitive reasons: Seeing com- 
petitor’s product before buying; pre- 
fers competitor’s product; having | 
competitor appraise car; employed | 


to convince; our car is too small (or 
large, inconvenient, etc.); will not | 
buy from my dealer; going shopping. | 

Financial reasons: Unemployed; 
employed part time; payments too 
high; cannot make down payment; 
claims business is slow; selling out 
business; too many obligations to 
meet. 

Price reasons: Unreasonable de- 
mand for old car; waiting for a 
drop in price; will not pay interest; 
wants gift of accessories; waiting 
for new license plates; will make old 
car do; our prices higher than 
others; wants discount for cash. 

Miscellaneous reasons: Failed to 
sell—reason unknown; no basis for 
credit; waiting till after auto show; 
waiting for changes or new models; 
sickness in family; prejudiced 
against : waiting until spring; 
waiting until after holiday; promised 
another salesman. 

Physical reasons: Too old to 
drive; too young to drive; physi- 
cally handicapped; refused driver's 
license. 

Direct reasons: 
product new elsewhere; purchased 
our product used elsewhere; pur- 
chased competitor’s product new 
elsewhere; purchased competitor's 
product used elsewhere. 

This list covers practically all pos- 
sibilities within the field of failures 
to sell, The daily report in addition 
lists all activity covered on each 
prospect in each contact, divided 
into forty classes of sales activities, 
differing for each sales organization 
as required, and including such items 
as introduction, literature, letters, 
service talks, demonstration, infor- 
mation on prospect’s possibility, and 
discussion of special sales points. 
This portion furnishes the standard 
sales follow up in the most con- 
venient and systematic form. 

The general utility of the ac- 
cumulated data from a large num- 
ber of such reports is constantly in- 
creasing, Standards of efficiency 
for each organization can be set; 
and the average amount of sales 
effort required to reach each step 
toward selling can be determined 


Purchased our 


(Continued on Page 6) 


had an_ inquiring 
The inquiring 





The Cole Auto Company of Terre Haute, Ind., says: 
“We need no new car stimulating; all we need is a market 
for used cars. The new Plymouth is selling wonderfully.” 
This company views May business prospects optimistically, 
Used cars awfully slow.” 

The Studebaker Sales Company, Des Moines, Ia., has 
a number of suggestions to offer the factories as to how 


saying: “Good for new cars. 


they can help their merchants on the firing line. 


Here’s 


what this company says: “Hold production level with con- 


sumption. Don’t overproduce, ¢ 
This company sees May business as “fair.” 


cent.” 


Raise prices about 50 per 


The Drennen Motor Car Company, Birmingham, Ala., 
thinks its manufacturer is doing a good job of helpfulness 
right now. Drennen speaking: “We handle the entire Gen- 
eral Motors line and they are doing for us all we could 
ask.” Some optimism, praise the Lord! “This April is the 


best month we have had in three years, 





May looks good.” 
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SHOULD CAR DEALERS HANDLE 
TOURIST TRAILERS? 


By ROBERT G. SIBAR 
Within the past few years sales of tourist trailers have 


| by competitor; demonstration failed | increased more than 50 per cent., 


seldom sharing in the sale. 


with automobile dealers 


The fact that the American auto- 


mobile owner is turning more and more to the purchase of 
| traveling homes has raised the question of whether auto 


dealers should attempt to sell 


the trailers. 


Undoubtedly, there is some busi-¢ 


ness going to waste, which could be | 


secured if progressive dealers held 
franchises to sell the trailers. It has 
been pointed out that until now 
trailers have been congidered acces- 
sories and could be secured through 
accessory shops and sport stores 
more than through regular auto- 
mobile channels. Whether automo- 
bile dealers will change their atti- 
tude toward the trailer depends 
largely on the trailer manufacturer. 

Few builders of the _ traveling 
homes are* functioning on a mass 
production basis. Consequently, sale 
prices are high and jobs are mostly 
of the de luxe type. Practically all 
trailer coaches, either of the “home” 
type or of the “traveling office” 
arrangement, sell within a price 
range of $1,000 to $2,000, which is 
abnormally high for these days. 
There are a few trailers being sold 
in the $500 class, but their con- 
Struction has been cheapened to 
make sales possible. 

Production in the plants making 
these trailers, ranges from 25 on up 
a year. Few are turning out more 
than 500 trailers. The reason ap- 
pears to be due to the lack of an 
aggressive sales organization with 
proper outlets and the failure to 
advertise their wares. Big money, 
to a large extent, has not realized 
the possibilities in home trailers as 
yet. Meanwhile, mechanical diffi- 
culties are being ironed out and a} 
high class of article produced. 
Streamlining, balancing, of weights, 





braking and coupler connections 
have been carefully considered. 
The sales organization has not, 


Dealers have been slow to take 
on a trailer Itnhe, because of the 
purchase cost, and because the 
manufacturers do not give them the 
sales hetp and advertised name 
their regular lines have. The num- 
ber of dealers who have a traveling 
home trailer on exhibition could be 
counted on one hand. Manufac- 
turers have not yet assured dealers 
that “backyard” construction by the 
amateur would not interfere with 
their own sales. 


These trailer homes are surpris- 
ingly complete in equipment, from 
refrigerators to beds. They are a 
model of compactness. They offer 
an ideal way to spend a vacation, 
without hotel expenses. Being de- 
pendent on power cars for towing, 
their sales could be coupled with 
automobile sales by dealers. Argu- 
ments for trailer sales are manifold. 

Until, however, the manufacturer 
comes out in ¢he open and secures 
proper outlets, trailer coaches will 
dub along. They must be built of 
durable materials, to sell in a price 
range the average man can afford. 
They must be advertised, exploited. 
When that happens the trailer will 
be taken out of the outdoor equip- 
ment stores and sold from automo- 
bile floors, where they belong. They 
could prove to be a happy auxiliary 
to a regular line. 


Connecticut Dealers Watching 
Legislation Hostile to Trucks 


The Motor Truck Association of Connecticut, Ince., is 
watching closely bills now pending in the Legislature that 


would regulate truck operation, 
ithe bill providing for signalling devices on certain types of 
Dealers are advised not to stock up on sig- 


motor vehicles. 


Also Gov. Cross has signed 


nalling devices until the motor vehicle commissioner’s office 


gives out a list of devices that 


The association has just sent out @———__—_—________- 


the following bulletin to members: 

Beer bills have sidetracked most} 
all other bills and, as a result, no} 
action has been taken on the bilis 
introduced by the New Haven Rail- 
road regulating the use of commer- 
cial vehicles on Connecticut high- 
ways. It is certain, however, that 
the Motor Vehicle Committee will 
get busy this week and begin to 
wade through some of the briefs, 
testimony, and other data with 
which it has been flooded by both 
proponents and opponents of the 
bills, The Motor Truck Association 
has put up a hard battle against 
these bills which, if enacted, will 
legislate trucks off the highways. 
There is no question but that the 
Motor Vehicle Committee is going 
to give serious consideration to the 
damage these bills will do to the 
trucking industry and the effect 
their passage would have upon the 
shippers and the public. Some of | 
the members, but only a few of| 
them, are inclined to believe that 
there should be some mfld form of 
regulation. The committee can do} 
one of three things—report favor- 
ably on the bills, report unfavorably, | 
or bring out its own regulatory bill. 
The General Assembly in New York 
and Rhode Island have both ad- 
journed without passing any bills 
detrimental to the trucking indus- 
try. Let us hope that Connecticut 
will do the same. It is doubtful if 
any report from the committee will 
be forthcoming until the first or 
second week of May. 

A bill requiring signalling devices 








have been approved. 





on certain motor vehicles has been 
passed and signed by the governor. 
Members of this association are ad- 
vised not to invest in any signal 
devices until the commissioner an- 
nounces just which signals have 
been approved by his department, 
Following is a copy of the bill: 

Section 1. Each motor vehicle so 
constructed or so loaded that the 
operator thereof is unable to clearly 
indicate by hand signals to both 
approaching and following traffic 
his intention of stopping or turning 
shall, before being operated upon 
any highway, be equipped with some 
suitable mechanical signalling device 
approved by the Commissioner of 
Motor Vehicles. Such device shall 
be used by the operator of such 
motor vehicle in making all stops or 
turns and shall at all times be main- 
tained in good and sufficient work- 
ing order. 

Section 2, Any person violating 
any provision of this act shall be 
fined not more than twenty-five 
dollars. 


MOVE HEADQU ARTERS 


Cleveland, O., May 1.—The Gen- 
eral Motors Truck Company has re- 
moved its used truck sales division 
to larger and more commodious 
quarters at 4807 St. Clair Ave., where 
operations are under the manage- 
ment of E. Taylor. 
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TIRE INDUSTRY RAISES 
PRICES AVERAGE OF 5%; 
FURTHER BOOSTS DUE 


(Continued from Page 1) 


July 1. It is believed that tire prices 
will be increased finally about 25 per 
cent. over the recent low level. 
Eleven per cent. of this will be ab- 
sorbed in the Federal excise tax, 
which has hithert®O been borne by 
the manufacturers. 

Mail order houses are serving no- 
tice that tire prices are subject to 
revision without notice. 

J. D. Tew, president of Goodrich, 
today said: “The increase in tire 
prices is prompted by the recent rise 
in commodities—namely, cotton and 
rubber—and, in our opinion, is fully 
justified. We believe that the in- 
crease will be cheerfully accepted by 
the distributor, as well as by the 
tire-consuming public, as it is in the 
best interests of our employees, 
dealers and security holders. It is 
significant that this increase in 
price is the first to be made in 
nearly eight years.” 
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, Pity the Poor Dealer! 


HEN W. §. Gilbert a good many years ago wrote the 

line, “A policeman’s lot is not a happy one,” he might 

have been looking ahead and referring to the retail automo- 

tive merchant of the present era. Certainly the automobile 

dealer has his share of the worries that inevitably afflict 

business activities of any sort, and he has some special wor- 
ries of his own, just for good measure. 

Back in the boom days dealers sold cars rapidly and in 
good volume, The vehicles that they sold did not carry as 
much standard equipment as they do now. It was the deal- 
er’s privilege to sell a considerable quantity of extra equip- 
ment—bumpers, windshield cleaners, mirrors and a dozen 
other contributions to comfort and safety—to the buyers of 
the cars. From this diversified sale, the vehicle itself and 
the extra equipment the dealer could make a living profit. 
He did allow the used car problem to inject itself into the 
business and in all too many cases eat up the profits made 
on cars and equipment, but nevertheless a smart merchant 
could make money in the automobile dealer business. 

It happened that the manufacturing companies began 
putting more and more of the extra equipment, once sold on 
the side by the dealer, as standard on their vehicles. The 
dealer had less and less chance to add to his income by sell- 
ing extra equipment to his customers. Some live dealers 
actually began employing expert accessory men to search out 
items of extra equipment which could be sold to new car 
buyers. But the extra equipment sale side of the business 
has been getting harder and harder as the manufacturers 
have added more and more items to the standard outfit given 
with the car. 

Consider today what the dealer must do to make a profit. 
He has got to show a definite profit on the sale of new cars. 
This means close buying of used cars, even to losing sales, 
rather than giving more than the second-hand vehicle will 
bring. The dealer may make a little money on freight and 
delivery charges, but the place where he must look for his 
real percentage is in the service department. 

Conditions have operated to narrow the market around 
the dealer. His new car volume has fallen off tremendously. 
Even service has not increased as it logically should have 
done. Car owners have been niggardly even in buying service. 
Sales of extra equipment have fallen to a new low level, sim- 
ply because the increase in standard equipment has reduced 
the number of items that the dealer can sell. 

Might it not be possible for the manufacturers, perhaps, 
not without profit to themselves, to recreate this field of 
extra equipment sales? This problem could be approached 
from two different angles. Standard equipment could be 
reduced, thus giving the dealer a greater market for selling 
extra devices to promote comfort and convenience. On the 
other side, perhaps, the factories can deliberately create 
profits for the dealers by giving a greater discount on the 
extra equipment items that can be sold. 

Automobile dealers have hung on manfully through the 
depression. Automotive Daily News, many montlis ago, con- 
ducted a survey to find out how many dealers actually were 
in business. The number used to be around fifty thousand 
and our survey indicated that today after three years of 
business depression there were still Between 38,000 and 
40,000 retail merchants doing business. Frankly we were 
somewhat surprised that the number was as high as it 
proved to be. 

Nevertheless we misquote Gilbert and say: “An auto- 
mobile dealer’s lot is not a happy one.” The live merchants 
during the depression have learned that they must make 
a profit on service. This is a salutary lesson, but the dealers 
need help none-the-less. The recreation of a market for extra 

‘equipment would be a godsend to thonsands of automotive 
merchants. 

Isn’t it possible to give our dealers this extra chance 
for profit? 


Single copies, 5 cents. 





ILLINOIS APRIL 
SALES SHOW GAIN 
OVER LAST YEAR 


(Continued from Page 1) 
definite sales figures bear out their 
contention. This is encouraging 
enough even viewed as an individual 
month, but reports from dealers in 
all parts of the state indicate that 
May business will be far better than 
that of April. 

Some merchants report that they 
have already lined up enough con- 
tracts for May delivery, to give them 
an increase over last year’s volume. 
The general feeling among dealers 
in this state is that the motor ve- 
hicle business has passed bottom 
and is definitely on the way up. 
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SUPREME COURT RULES 
CAR OWNER LIABILITY 


Washington, May 1.—A non-resi- 
dent owner of an automobile who is 
not present in a state when an acci- 
dent occurs, by reason of the negli- 
gence of the driver to whom the 
owner has loaned the automobile 
may be held responsible for the ac- 
cident, despite his absence from the 
state and the loaning of his auto- 
mobile in another state, the Supreme 
Court of the United States has just 
decided. 

The high tribunal held that a New 
York statute, making the owner of 
a motor vehicle liable for death and 
injuries resulting from negligence in 
the operation of the vehicle, was 
properly applied by a New Jersey 
court to a New Jersey owner of an 
automobile who loaned the car in 
New Jersey to another New Jersey 
resident. The latter drove the car 
into New York, and there, by negli- 
gent operation of the car, injured a 
pedestrian. Such application of the 
statute was held not to infringe 
upon any Federal constitutional 
right of the New Jersey owner. 

The court rejected the contention 
of the New Jersey owner that “sub- 
jection of the owner to liabilitiy 
under the New York law deprives 
him of immunity from liability to 
third parties which he had acquired 
in, New Jersey by virtue of the con- 
tract of bailment made there, and 
that thus the statute deprives him of 
his liberty to contract and his prop- 
erty without due process of law.” The 
state of New york, it was ruled, has 
the power to make the absent owner 
liable personally for the injury in- 
flicted within the state by his 
machine. 


COMING EVENTS | 


MAY 
2- 5—Washington, D. C. United States 
Chamber of Commerce, meeting. 
17-18—Tulsa, Okla. American Petroleum 
joeute, mid-year meeting, Mayo 
otel. 








JUN 
16-17—Louisville, Ky. American Automo- 
bile Association, convention. 
18-July 3—Bordeaux, France. Seventh Au- 
Seema, Nautical and Aeronautica) 
ow. 
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| In and About the Plants 
| =. 
By Chris Sinsabaugh 

(Continued from Page 1) 
on three shifts. Still, Plymouth is behind almost eight days in orders, j 
am told ., . Cars are coming off the assembly line at the rate of on 
every 27 minutes, while in Harry Moock’s office there is a stack of teles 
grams from dealers clamoring for more cars... Walter P. Chrysler spent 


some time at the Plymouth plant last week and is said to have expressed 
himself as highly pleased with the way things are going. 


De Soto 


The largest number of motor cars of a single body type ever buil 
in its price class in a single day is the record claimed at De Soto whe 
600 four-door sedans came off the assembly line . .. Roy Peed, gener 
sales manager, declares that every one of the 600 had been sold to deale s 
in advance of production ... “We find that a great majority of De Soto 
buyers are people who never before had owned a car in De Soto's price 
class,” says Peed, “This trend in buying this year has, of course, opened 
up a much larger market for De Soto dealers” , . . The people at thé 
plant advise that for the past five weeks retail De Soto-Plymouth deliveri 
by De Soto dealers have shown steady increases. The week ended Apri 
22 was the best week De Soto dealers had enjoyed in almost ten months, 


Buick 


Returns for the third ten-day period of April are not in of course, 
but an estimate made, based on 1,405 retail deliveries in the first ten day 
and 1,403 in the second, coupled with the noticeable pickup in the la 
period leads Sales Manager William Hufstader to predict that the mon 
will show at least 4,800 . . May and June, Hufstader believes, wil 
be even better than April, and he’s far from kicking about April . . 
There seems to be no doubt about an increase in May over the origina 
projection . . . Increased new car business has been obtained with 
practically no increase of inventories of used cars in dealers’ hands, and 
Hufstader interprets this as a direct indication of the broadening demand 


for automobles. bs 
Cadillac 


So satisfactory was April that General Sales Manager John Chick 
feels he will be justified in increasing both the May and June production 
schedules over the original projections . . . Even this far away he ig 
expecting May to beat the corresponding month last year in the way of 
retail sales . . . There has been a noticeable pickup in business all 
over, but the West, at the present time, is a better market than the East 
. « » That people are buying the high priced cars is shown by returns, 
which tell us that in the first. four months of this year 20 per cent of the 
sales has been on twelve-cylinder Cadillacs. 


Hupmobile 


The month of May looks good to R. S. Cole, general sales manager, 
and he bases his expectations on the fact that April was better than 
March and that there seems to be no slowing down in sales activities ... 
April deliveries to owners were better than any month since June, 1932 .., 
Shipments and unfilled orders in April were better than in any month 
since May, 1932, with the single exception of January, when the new 
models come out and dealers were being stocked. The plant is run- 
ning four days a week, and, in accordance with Hupmobile policy, cars 
are being built only when the orders for them.are on Cole’s desk ... 
Reports from the field men are most encouraging as to May results. 


Chrysler 


Like practically all the others in this area, May production will be 
increased over original estimates. The plant is working five days a week 
and cars are being built to order only, no banking of orders... E. B 
Wilson, director of sales, has left for a month’s trip on the West Coast, 
with stops en route at Denver, Salt Lake and other points . .. Genera} 
Sales Manager J. W. Frazer is out with a statement that between January 
1 and April 22, 460 new distributors and dealers were signed, the large 
number ever taken on by Chrysler in the first four months of any year 
The 460 dealers listed cover every state in the Union. The list include# 
only dealers taken on for the first time and not those who renewed theiy 


contracts. 
Chevrolet 


While nothing comes out of the executive offices as to May, it i 
whispered around that production this month will be considerably greate 
than in April, which in itself is the peak for 1933. It wouldn’t be surpris 
ing if the final count comes pretty close to 70,000... Waiting for repor 
on the third ten-day period in the way of sales, the estimate is made tha 
they will approach 50,000, indicative of the way things are going. In th 
first twenty days of April 30,866 units were delivered, but as the thir 
period always is the best it seems logical to expect that the total for th 
month will reach 50,000. 


Continental 


The plants are now in active production on al] three models, whilq 
Sales Manager Henry Krohn is rounding up the dealers. It is feported 
that in the four weeks ended April 22 sixty-six new dealers and terminalg 
were added to the lists .. . Export prospects look excellent. Export 
Manager J. H. Teagan reports. He has thirty-five foreign connections, 
with every continent represented and in twenty-seven different countries, 
In from thirty to sixty days he estimates that export business ought to 


(Continued on Page 8) 
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ment whereby he obtained an option on all its war F. W. D.’ 
and F, W. D. parts. He established himself in London an 
began an international business in rebuilt F. W. D.’s. Hé 
developed also the Hardy rail car and later the Hardy truck, 
both of which were merely adaptations of the F. W. D. Later 
he was managing director of the Hardy Lorry Company 
identified with the Associated Equipment Company. 

letter from Nyberg received two weeks ago announced 


| had severed his connections with the A. E. C. and return 


to his native land, Sweden.”’: wij s 
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Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfleld, Ti, 
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Cumulative New Commercial Car Registration Statistics, March, 1933 





and New Jersey, which 


are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures compiled by Sherlock & Arnold, New York city, are included in New York 
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Readers desiring county, city, or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. Some of this data has 
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a Cs 8 ; I | | _149|Alabama 
Arizona | | | 11| | a! 1 ] ! | | l | || | 37\Arizonn 
Arkansas | | | § fit aa | 30 ek es | | 1| | | | 2| | | 2] 135|Arkansas 
California {| 4 (9 | 226; a) Ce | | | 6 CB { i 8 8| | 11] 463California 
Connecticut | | | | 6, aya | ; yy | 6 l ae |. | [__ 153/Connecticut 
Delaware l | | | __3il | | | io, | 5) ! | | | | I Se | | | 47|Delaware 
Florida | 25} | | 8 a [a l | =. nat I ; a | | _1|__201/Florida 
Georgia | 3 | _ 69 2 ae 9; BY | 1| | | | | 1| ls 2; 113\Georgia 
Tdahe ! | | ee ok eS | Re | | os} I | | |_| | ___‘18)Idaho 
Mlinois { 1| | 198; 40] 37f 7107] 24j 1085) | 3 | 9) 1} | BI 16} |S 34|—«B99|Mlinois = 
Indiana | | | 195] 5| , wed | a a 59) | 1| | 4 6| a 7| | af 4) 404iindiana 
Kansan I | | | 63 [3] a ie Oe OS oe eS | . , - | 106/Kansas 
Louisiana | | {tt | 2| RG ana pa oie ae ie I tl | | | 55|Louisiana 
Maryland | | | | oy CSCS yj ys 1| | 2; | | a 4, 2; 163|Maryland _ 
Massachusetts | [SiS aay tH, ea, se | zt | | 4) Af 14] 350 /Miassachusetis — 
Michigan I | [1327 af az]; aT | 15} I . 2||_—_—s3|_—«319|Michigan 
Minnesota =| [| | i 247 14 ee ae a ee | | | 3| c  .  oe | |  5| 264(Minnesota 
Missouri I | 3 | 355) 14] 37f 8] 1287} 88 | | 3 a 2 4; 10) 679|Missour (Missouri 
Montans | | | ae. oe el le | | ee |_| __[__‘107/Montana 
Nebraska I | | oe oe ae.) oe UL Um hhlU UU | | ee | | 2] i|—«'152\Nebraska = 
New Hampshire | | Ce a ee Le | iy | = | [ [|New Hampshire 
New Jersey | 1/ i] (ayia, Tl Re Ne ee ee 18| | __—8|_—«354/New Jersey 
New Mexico | | | eee Re ead 1| | | | a | | 1{_ | ——s|_——s«80|New Mexico 
New York | 1 | -25{ 312; 35 | 63} 4) 181|—30{ 15] 89) | 22 yj 15S 2] 18] Sf 9| lj -9|_—«853|New York 
North Carolina | 7/ | | 1zj [ “a Ss} Tl COT | can ad | | i 1| | __1|__199|North Carolina 
North Dakota | | | C2: 3 | 23 oe ee | ee ee | rie ae | __16\North Dakota ~ 
Ohio | 1) 1| | 15" 157| 4 4|24| | 75) | iaj 2 ae __ 55] | 2| ne =o | | 2 10| 7 __1l|__368|0hio 
Oregon ] cS 7 | oe | CCT ty, §$§ CSMS—§ss | I | = 1 Poy | | 2} 71/Oregon 
Pennsylvania | 9  ~—9|_~—S 6] 392| 17], BY] 196] 25) 8] as T a ee { 6 14 | 6] 10{_—*919|/Pennsyivania 
Rhode Island | | | | 14 a | a | | | |_| __5| __62|Rhode Island — 
8. Carolina | | | 82| a 1s jy | ] | | | ! Fa {| | _130/South Carolina 
8. Dekota ff TTC a Ee i ee | |__| __39/South Dakota — 
Utah I | | | ___ 30 | 34 a = sa ee | | | | | I | | [|i 50/Utah a 
Vermont { | De ee a ee , Ff | | os ij | 3|__38|Vermont 
Virginia 4| | a | 4 je] 2; ~=«5 i a 8| = 17| z= | | ji aa 2| 262|Virgina 
Washington | 1| a ee i— ssa | | 1| | ___1|__100|Washington 
W. Virginia ] | oy ij —iS]tiC‘dT:Cti YC oe we ae I | 3 || ___ 4] ~105|West Virginia ~ 
Wisconsin | | [ #6) ii) ink | 39) 4| ; 35] 1] * | oe | ij | 2] 1{  191/Wisconsin 
Dist. of Col. 1| 6| | 28 2 {| 1) 15; 10) 2) 1| | [ | | | 7| —_—‘'73|Dist. of Col. 

Totals 62; 45) 51} 3914) 186 44) 1768} 280| 73| 1003} 50} —2}_—«:123}_~—S 30} Ss Sf 30} 89| _21| _~—+142) +8447| Totals 
Alabama, 1932 | | | | a] ~—si a 1] 3a] | | 15) | | | | fl | | 3 |] | 154\Alabama, 1932 
Arizona, 1932 | | ] | 37] | 13) | | 5 ; | | | ] | | |_| _1___52\Arizona, 1932 — 
Arkansas, 1932 [| | | | 44/ | if | 2 if | 8 f 2 | | | ee | | | 84\Arkansas, 1932 ~ 
California, 1932 | | yC~*:SCiésSALT 2; 46] 2; 368; —S 311 a 1| | 40} 2| | 123) 97 | __ 83|_-966|California, 1932 
Connecticut, 32) | 3] «| «i100 __3| if 6 4; of | 26; 1f 4| ij 12) | | 4/ 3|_-3| | 240|Connecticut, °32 
Delaware, 1932 || [i a hUTCY CTS 8) ‘| l 2| | || | ne _56|Delaware, 1932 
Florida, 1932, | | | oT SYS] aaa | | ; 1/1] _3|_—-260\Florida, 1932 ~~ 
Georgia, 1932 [| | i | 7 #4+x,.| 3{ i 7 «4, #'| 6 | | | 2| | { | 1| ‘1{ If 3 _—*173|Georgia, 1932 — 
Idaho, 1932 | | | ae oe Se oe Ud Uh, Ue — —e | | ¥ | i ae [| | 41iidaho, 1932. 
Tilinois, 1932 7. f 1) [30824] soy co ae ~ Ata «36; —SC~CS*«sS*<‘<i‘éz| YOY 3] [ 19) | 1] 1; ‘+14 2| of Ua 780 Illinois, 1932. 
Indiana, 1932 | | sd | io; {| ~—«s6SsCiaYYCiA‘TG|s— sa iC a TC 1} 9 ~~ 3|_—«524/Indiana, 1932 
‘Kansas,1932 | #=»| ~~ | [| oy SCT TCT; iH ay | 1 | | | 1| | |  6| 219/Kansas, 1932 
Louisiana, 1932 | fg 7 ~ #4 &«x%x09f 54 ; 38] 3{ | 20 a. a -- -— fs | 1| 1| — ee ee 1932" 
Maryland, 1932 | ~—*| 3) 3; (125;—C=CS~=SS:*C‘<C*‘ét SY 6| 42) 7| ; 2a if . «| a 7 | oe oe 2; ~~ ~+~|  1| 256\Maryland, 1932- 
Mass., 1932 es 3; 216 | 3] 86] 13}. 211; «=«43,'—~Cti<“‘XY!SéCSS‘S@*S ~] 12 | 18} | 2] 10, —S 8 is} Sid __5| —662/Mass., 192 
Michigan, 1932 | | #£#| #«| +208) 6, | |} ~ 10; 1a; 8; tia]( ‘(i YC | 7; |. 1| 6 __16| _570|Michigan, 1932 
Minnesota, 32 [| | ‘| | 228, 7 | 4 — 5} 152) 21; #«+|  °# 8ii i & | i Ty a 6) 1{ 571|/Minnesota, *32— 
“Missouri, 1932 [| | 3 | 616; 22; BOYS] S876] = 37{ S| _—«150 | 5 2  ) 4|—10| _15|_ 1352\Missouri, 1932 ~ 
Montana, 1932 [| | . -— hm6tie hs. eehU.elhUhmclhlUrrh|hChUmr hmmm LU | 1} ty 1} 2|__—1|_-201|/Montana, 1932~ 
Nebraska, 1932 | | S| S| S87] [ ey #7 | so Pe ae | a | 5 2| 212\Nebraska, 1932— 
New Hamp. 32| | | | 44] CtC<“aY:C(‘éiaY|(CO*;‘éY:S!COCAY:SC*=“‘S:*‘*S| - 2 [- a | | 3 2 _| | 1_—s99|N. Hamp., 19327 
New Jersay, 32] | 9] 6] 260| 33/ 38) 4{ iio, 22; S| aay tC at tS 14{ 2} _—-30|_—«622|New Jersey, ‘32 
N. Mexico, 32 [|| | 15] a ae a a: . ee | - s | |. | | | 88 NS Mexico, 193 
New York, 1932] | 105| —-33|—«506| += 30/100 12} 387, 74] | iss)” —i—idY:tiCS ee ee) 447/16 ~—-60|_ :2069|New York, 193% 
N. Carolina, 32, | | | 171/ 2 8f | 87  4| ma s ss |. & | I | 9| | __—-25|_—321|N. Carolina, ‘3% 
N. Dakota, “32 | | | ae se ae ee mn 2 | . | | 2} «| __—«S9|N. Dakota, 199) 
Ohio, 1932 | 1| x: , 48) «| 195] 8S oo. a |. LE Oe oe 9} 7|___— 45] 644\Ohio, 1932 
Oregon, 1983 | | | | O | «O| | ao sf | Oo fF ft | | .  — ee 2; || ~ —sd|_—«"'150/Oregon, 1932 
Penn. 1932 | | 14) 10{ 508) a | oof 5| 415, 43| =| 151{ Gy 2 ; 4) | 8 s19]_——s'18 15| 26 ——-36|_:1453/Penn.,, 1932 
Rhode, 2, | | i Oo iW a 4 2 a; 1 #9 yf 2% Wf @ IT fT) ha 2) 101/R. island, 193d 
S. Carolina, *32 | | l | 47 | a a es Sa a | | ee | : Oe || _ tf 87/8. Carolina, 1937 
S.Dekote, 19327, | S| S| STS) ACT SST TCT i a ae a | 4|___ | __ 90/8. Dakota, 1932 
ee ee. ee ee ee ee | ed dh de [| __|___95|Utah, 1932 
Vermont, 1932 | | | 38 Sa 2| | a : | | 2| | | | | | 3|___1|__—‘82/Vermont, 937_ 
Virginia, 1932 | | 5] iyi] ty,s— TTS | | 4 | | 3} | | 4 334|Virgina, 1932 ~~ 
Washington, °32 ikon 60| a a | a3; Sti] SC*sTCts«éi 4 | | ee 5| | 14] 211 \Wash., 1932 
W. Virginia, ’32 | ~ I oan Li 3a | T i3; 2] | | | | | 4| [2] 4) 147|W. Virginia, “32 
Wisconsin, ‘32 [| i0) $F 1{ 135, 9 . -— we [8 | 37 3 ay 1[_7| _8| _493|Wisconsin, 1932 

—_ = —4,— | i oe [11] 169|Dist. of Col. "3% 
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Dist. of Col., 32 
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WAYNE COUNTY APRIL 
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166| 5612| 179 749| 





703 cars and 29 trucks the week be- 
fore. 

Motor vehicle sales in Wayne 
county made a most satisfactory 
showing in April. With only one 


SALES TOP LAST YEAR 


rad pee tae # sales in Wayne county were 2,774, 
thirty-ske ¢rucks, as compared with | as against '2,557 in April, 1932. Truck 
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509 | 


Ea 


17| 1365, 284 135] 3| 


320) | 









35] 104;  202| 55 








5} 125) 418) 14757| Totals, 1932 





sales this April were 121, as com- 
pared with 217 in the same month a 
year ago. 

Dealers in this territory are vastly 
encouraged. They say that business 
for May is lining up so well that the 
month will make an even better 
showing than April in comparison 
with last year. 


G. M. DIVISION TO HANDLE 
MANAGEMENT SERVICE 
New York, May 1.—Effective to- 
day, the field forces of the General 
Motors Management Service Corpo- 


ration, which had to do with the 
auditing of dealers’ accounts, will 
be discontinued. This service was 


put into effect several years ago for 
the purpose of standardizing the 
bookkeeping work of General Motor 
dealers. The same guidance an 
assistance as in the past will be 
given to General Motors dealers 
through the business managament 
departments of Chevrolet, Buick- 
Olds-Pontiac and Cadillac 
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PASSENGER CAR EQUIPMENT AND ACCESSORIES 



























































































|» 
iy : : Z 
a — 
NAME AND MODEL | & & = » 3 ‘i we & 
3 4 $ |s q 2 es | ¢ 
g 5 4 3 |g E\ER jes Be |g | 
w D a x > no ° 
Auburn 8-101 Ste $ | K-S Ele | Cha ‘USL | Ste Cas | Dev | LOF — | Kla Yes | C $|— |$ And $ | Del | 2 | No MW Wo 
Auburn 8-105 Ste $ | K-S Ele | Cha USL | Ste Cas | Dev | LOF — | Kla Yes| Yes $|/— |$ And | Del | 2 | No MW Wo 
Auburn 12-161 Ste Borg | K-S Ele | Cha USL | Ste Cas | Dev | LOF — | Kla Yes| Yes $/|— |$ And $ | Hou | 2 | Aut |MW Wo 
Auburn 12-165 | Ste Borg | K-S Ele | Cha USL | Ste Cas | Dev | LOF — | Kla Yes| Yes $j|/— |$ And | Hou | 2 | Aut |MW_ Wo 
Austin | NE $i K-S_ Aut-Li Cha USL | $ s$i— |$ — | EA-1 No | No $|— |No No|Own]| 1 |No |— Di 
Buick 33-50 - AC $| AC Oak | AC DR | AC Cas | Tern | LOF —|Kla-2 Yes| No Mf | Fish | Yes And $| Del 1 | Iner KH ff 
Buick 33-60 AC $ | AC Oak | AC DR | AC Cas | Tern | LOF — | Kla-2 Yes; No 1 | Fish | Yes And | Del 2 | Iner KH f 
Buick 33-80 AC $ | AC Oak | AC DR | AC Cas | Tern | LOF — | Kla-2 Yes | No if | Fish | Yes And | Del 2 Iner KH f 
Buick 33-90 AC $ AC Oak | AC DR | AC Cas | Tern | LOF — | Kla-2 Yes | No "1 | Fish | Yes And | Del 2 Iner KH t 
Cadillac V-8 AC Jag | AC DR | AC DR | AC Cas | Tern | LOF LOF | Kla —|— —| Fish | — And| Del | 2 |Iner | KH Wi 
Cadillac V-12 | AC Jag | AC DR | AC DR | AC Cas | Tern | LOF LOF | Kla —|— — | Fish | — And | Del 2 |Iner | KH wi 
Cadillac V-16 | AC Jag} AC DR | AC DR !' AC Cas | Tern | LOP LOF | Kla —_—|— — | Fish | — And | Del 2 Iner | KH wi 
Chevrolet Master 6 AC $ | AC DR | AC DR | AC $ | Tern | LOF — | Kila Yes | $ $ | Fish | Yes $ | Del | 1 iy No KH wi 
Chevrolet Standard 6 —|— —| AC DR | — Tern | Yes $|— Yes — | Fish | — — | Del 1 | No = Wi 
Chrysler 6 | AC $ | Mot-M DR | AC Wil | Mot-M Yes | — Pitts $ | a Yes|CS cCS|— |— And $ ; Del 1 | No | MW Wi 
Chrysler Royal 8 | AC $ | Mot-M DR /| AC Wil | Mot-M Yes | — Pitts $| Kl Yes|cS cs|— |— And/| Del | 1 |No |MW Wi 
Chrysler Imperial 8 | AC $ | Mot-M DR! AC Wil | Mot-M Yes | — | Pitts $| Kl Yes - cs siz — —_ And | Del 2 | No MW Wi 
Chrysler Imp. Cust.8 | AC Wal | Mot-M DR/| AC Wil | Mot-M Cas|— _| Pitts Yes | Kl Yes And | Hou | 2 |Man |MW_ Wi 
auaiomen oo cena ee men RE ee 
Continental Beacon AC $|K-S Aut-L | AC USL | Mot-M $|— $ | Sche = on | as — | = — Wi 
Continental Flyer AC $ | K-S Aut-L | AC USL | Mot-M $|— bai $ | Sche = ae Eo aie ie ms pan re | a as Wi 
Continental Ace | Ste $ | Mot-M Aut-L| AC Nat | Mot-M $|— = $ sche Hou | 2 | No _ wi 
De Soto Six | AC $ | Mot-M DR | AC Wil | Mot-M Cas|— | Pitts $ | Kla Yes | : 3 = —. | Yes $| Del | 1 | No |MW Wo 
Dodge 6 AC $ | Mot-M DR | AC Wil | Mot-M Cas | — | Pitts $ E- | _- —_—|— Yes And | Del | 1 | No MW Wo 
Dodge 8 AC $ | Mot-M DR/ AC Wil | Mot-M Cas | — | Pitts $ | Kla —|— Yes And | Del 2 | No MW Wo 
Essex Terraplane 6 Wal $ | Mot-M_ Ele | Cha Nat K-S $ | Dura | Pitts $| EA va | No No | Own |. Yes No | Mon| 2 | No MW Wi 
Essex Terraplane 8 Wal $ | Mot-M_ Ele | Cha Nat | K-S $ | Dura | Pitts $| EA Yes | $ $ | Own | Yes No | Mon]! 2 | No MW Wi 
Ford 4 Model 46 Var $|K-S Hurd | Cha Own | $ $ | Own | ** — | Var Yes | $ —|— | Yes No | Hou | 2 | Aut Own Wi 
Ford V-8 Model 40 Var $|K-S Hurd | Cha Var | $ $ | Own | ** — | Var Yes | $ —|— ‘| Yes No | Hou} 2 | ae Own Wi 
Franklin Olympic 6 | Ste None | K-S Yale | Cha Wil | None Cas | Dura | LOF — | Kla Yes | No No | No No | Del | 2 | N MW Wi 
Franklin 6 NE Borg | K-S Yale | Cha Nat | None Cas | Dura LOF LOF | Kla Yes | No No|— |No No | Del | 2 | Ma MW Wo 
Franklin 12 NE Borg | K-S Yale | Cha Wil | None Cas | Dura | LOF LOF | Kla Yes | No No | No And | Del 2 | re MW Wo 
Graham Standard 6 AC $| K-S DR | Cha Wil | K-S $ | Dura yd — | Kla be |— + | No =| Del | 1 No | MW f 
Graham Standard 8 AC $ | K-S DR | Cha Wil | K-S $ | Dura — | Kla es |} — $ No | Del 1 | No MW T 
Graham Custom 8 | AC $ | K-s DR | Cha Wil | K-S $ | Dura | OF LOF | Kla yes |— —| $ |No Ne Del 1 | No MW T 
Hudson Super 6 | Ste $ | Mot-M_ Ele Cha Ex | Mot-M $ | Dura | Pitts $| EA Yes | $ $ | Dole | Yes No | Mon! 2 | No MW Wi 
Hudson 8 | Ste $ | Mot-M_ Ele | Cha Ex | Mot-M $ | Dura | $ — | EA Yes | $ $ | Own | — No Gab | 2 | Man | MW Wi 
Hupmobile 321 Ste $ | Ste Ele | Cha Wil | Ste $ | Dev | Pitts$ ; | Spa —|No No|— | Yes None | Gab 2 | Aut MW fl 
Hupmobile 322 Ste $ | Ste Ele | Cha Wil | Ste None | Dev | Pitts $ | Spa —|No No|]— Yes None | Gab 2 | ‘Aut MW f 
Hupmobile 326 | Ste $ | Ste Ele | Cha Wil | Ste Cas | Dev | Pitts Pitts | Spa —|!|No No|— Yes B&S | Gab 2 i | MW a 
Salle V-8 | AG Jag | AC DR | AC DR | AC Cas | Tern | LOF LOF | Kla-2 —|— — | Fish | — And | Del | 2 Iner | KH 
Lincoln V-12 Wal Wal | K-S Oak | Cha Ex | K-S Cas | as oe ** | Spa-2. Yes | Own Yes | Yes And | Hou | 2 | Aut KH = 
Lincoln V-12 Wal Wal | K-S Oak | Cha Ex | K-S Cas | — *¢ ** | Spa-2 Yes | OwnYes|No | Yes And | Hou! 2 Aut KH ss 
Marmon 16 | AC Jag | AC DR | Cha Ex | AC Cas | Tern | Pitts LOF | Spa-2 Yes {| Yes —|— | No And | Hou | 2 | * | MW wi 
Nash 6 | Ste $|K-S Aut-L | AC USL | K-S $ | Var | Pitts $ | Spa —|— —_—|— Yes Yes $ | Gab 2 | Aut MW 1 
Nash Standard 8 | Ste $|K-S Aut-L | AC USL | K-S $ | Var | Pitts $ | Spa —|— —|— Yes Yes $ | Gab 2 | Aut MW f 
Nash Special 8 Ste $ | K-S Oak | AC USL | K-S : | Var | Pitts $ | Spa —|csS —|— Yes Yes$ | Del 1 | Man MW f 
Nash Ad. Twin Ign. 8 Ste $|K-S DR | AC USL | Ste $ | Var | Pitts $ | Spa — |CS _—-|— Yes Yes $ | Del 2 | Man MW f 
Nash Am. Twin Ign. 8 Ste Borg | K-S DR | AC Ex | Ste Cas | Var | Pitts $ | Spa —-|cs —|— Yes Yes $ | Del 2 |Man | MW t 
Oldsmobile 6 | AC None | AC DR | AC DR | AC None | Tern | LOF —|Kla-1 Yes | No Fish | Yes And | Del 2 oO K-H St 
Oldsmobile 8 | AC None | AC DR | AC DR | AC None La Tern | LOF —|Kla-l1 Yes|No -—/| Fish | Yes And | Del 2 No K-H St 
Paskard 8 | NE 2} Mot-M NE | AC Pre | K-S Cas | LOF LOF | Spa Yes | — Own | Yes Own | Del 2 |Man | MW Wi 
Packard Super 8 | NE 2 | Mot-M NE | AC Pre | K-S Cas — | LOF LOF | Spa Yes | — — | Own | Yes Own | Del 2 | Man MW wi 
Packard 12 | Wal —/Mot-M_ NE | AC Pre | K-S Cas — | LOF LOF | Spa Yes | — — | Own | Yes Own | Del 2 | Man MW Wi 
Pierce-Arrow 836 | NE Borg | K-S Oak | Cha Wil | K-S Cas | Dura | Pitts Pitts | EA Yes | Yes —|— : Yes And | Del | 2 | No | KH Wo 
Pierce-Arrow 1236 | NE Borg | K-S Oak | Cha! Wil | K-S Cas | Dura |-Pitts Pitts | EA Yes | Yes —|— Yes And | Del | 2 | No | KH Wi 
Pierce-Arrow 1242-7 | NF. Borg | K-S Oak | Cha Wil | K-s Cas | Dura | Pitts Pitts | Kla Yes | Yes —| — | Yes And | Del | 2 | Yes | KH wi 
Plymouth 6 | AG — | Mot-M_ DR | AC wil | — —|— | Pitts — | Kla Yes | — —|— | Yes No | Del | 1 | No | Bu wi 
Pontiac Straight 8 | AC + None | AC DR | AC DR | AC None | Tern | LOF — | Kla Yes | No —/| Fish | Yes $| Del | 1 | No | KH wi 
Reo Flying Cloud [— No | K-S DR | Cha Wil | K-S Cas | — | +4 — | Kla Yes | — | — |No No | Del | 2 | No MW Wi 
Reo Royale l= No | K-S DR | Cha Wil | AC Cas | — : — | Kila Yes | — —|— | Yes And | Del | 2 | No | MW wi 
Rockne Six Model10 | Ste — | K-S_ Aut-L | Cha Wil | K-S — | Han | * — | Spa-l —|$ —|— | Yes And | Del | 1 | No | tf tt 
Studebaker 6 Ste None | AC DR|Cha Wil | Ste None | Var | ** ** [Spa ¥es| Ro  —|— | Y¥es And {Hou [2 [Aut [Bu ‘8S 
Studebaker Com. 8 | Ste None | AC DR Cha Wil | Ste None | Var | ** ** | Spa Yes | R —|— | Yes And | Hou | 2 | Aut | Bu ss 
Studebaker President 8 | | Ste Borg | AC DR | Cha Wil | Ste Var | Var | ** ee | Spa Yes | R -- -- | Yes And | Hou | 2 | Aut | Bu ss 
Studebaker Spd. Pres.8 | Ste Borg | AC | DR | Cha Wil | Ste Var | Var | ** ** | Spa Yes|S  —i— _| Yes And | Hou | 2 | Aut | Bu SS 
Stutz LAA Ste Wal | Ste DR | Cha Pre | Mot-M Cas | Tern | Pitts Pitts | Kla —-|—- —lI— | -—|— |—  No|Gab | 2 | Aut |MW Wo 
Stutz SV-16 | Ste Borg | Ste Oak | Cha Pre | Ste — | Tern | Pitts Pitts | Kla —|— —|— -- No | Gab | 2 | Aut |MW Wo 
Stutz DV-32 | Ste Borg | Ste Oak | Cha Pre | Ste — | Tern | Pitts Pitts | Kla —|— —|— No | Gab | 2 | Aut |MW Wo 
Willys 77 | NE $| Mot-M Aut-L| Cha USL | $ — | Var |$ — | Sch —|No No|— | No No | Mon| 1 | No | KH Di 
Willys 99 | NE | Mot-M Aut-L| Cha USL | Mot-M No/| Var | LOF — | Sch —|No No|— _ | Yes No|— |— | No | KH Di 





KEY TO SYMBOLS AND 





: pany; 

ABBREVIATIONS A 

Speedometer—Ste, Stewart-Warner Corp.; el 

NE, Delco Appliance Corp.; AC, AC Mon, 
Spark Plug Company; Wal, Waltham 

Watch Company; Var, various makes. 

Cleck—Borg, G. W. Borg Corp.; Jag, Jager| eftias 
Watch Company; Wal, Waltham W atch | 


Company. 


Fuel Gauge—K-S, King-Seeley Corp.; 
AC Spark Plug Company; Mot-M, Moto 


AC, 


Meter Gauge and Equipment Corp.; Ste, or: 

Stewart-Warner Corp. Dine 
Leck—Ele, Electrolock-Mitchell Specialty Hayes 

Company; Aut-L, Electric Auto-Lite 

Corp.; Oak, Oakes Products Corp.; DR, 

Delco Remy Corp.; Hurd, Hurd Lock 

Company; Yale, Yale & Towne Mig. 

Company; NE, Delco Appliance Corp. only; 


Spark Plugs—Cha, Coampien Svar 
ug Company. 


Company; AC, AC Spar 


Battery—USL, USL Battery Corp.; 


k Plug 


DR, 


Delco Remy Corp.; Wil, Willard Storage 
National Lead 


Battery Company; Nat, 
patter Company; Var, 


various 


Electric Storage Battery Company; 


Pre, Prest-O-Lite Company. 


Heat 
Corp.; 


Indicator—Ste, 


ment Corp.; 


ar, various makes; 
meering Co. 
Hardware Make—Dev, 
Brass Company; Tern, 
Company; Dura, Dura 
Company; Var, 
Hancock. 
Non-Shatterable Glass— 
Windshields — LOF, 
Pitts, 


various 


Stewart 
AC, AC Spark Plug Company; 
Mot-M, Moto Meter Gauge and Equip- 
K-S, Kine-Seeley Corp. 

ar Lighter—Cas, Casco Products Corp.; 


Ternstedt Mfg. 
Products 
makes; 


Pittsburgh Plate Glass Corp. 


Warner 


makes; 


Han, 





**Using both Libby-Oweris-Ford and has 
Pittsburgh. party, 
Horns—Kla, Klaxon, Delco Remy Corp.; | tion, 


EA, EA _ Laboratories; 


Sch, Schwarze | 
Electric Company; Spa, Sparton, ao 


Withington; Var, various makes. 


Ventilating Systems—Fish, 
Corp.; 





Pisher 


Dole, Dole Valve Company, 


Body : 





Ride Control—Aut, 
Manual; 
manual rear, automatic front. 
Wheels—MW, Motor Wheel Corp.; 
Kelsey-Hayes Wheel Corp.; Day, Dayton 
Wire Wheel Corp.; Bu, Budd Wheel Com- 
SS, Steel 
Steel Spoke; Di, 


Hartford, May 


| spring Covers—And, Andersen Mfg. Com- 


B&S, Briggs & Stratton. 


Absorbers—Del, 
Houde Engineering Corp.; 
Auto Equipment Company; 
Gab, Gabriel Company. 

Automatic; 


Hou, 
Monroe 


Man, 


Wo, Wood; 
Artillery; St, 


7tRockne equipped with 
Budd steel spoke optional 


wire. 


at extra cost. 





Wi, 


Delco 


Wire; 


Symbols—C, coupe; CS, convertible sedan: 
$, extra equipment at additional cost; 
R, Regal models only; S, State models 

‘Wire or wood wheels optional; 

Si Built-in trunk is standard on 5-pass. 

Victoria coupes on 50, 60 and 80 series 

and Club sedan on the 90 series. 


LICENSE RULING 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


1—The Depart- 
ment of Motor Vehicles has been 
advised by the commissioner of mo- 
tor vehicles of New York that an 
amendment has been made to the 
law which provides that motor vehi- 
Cuno, Cuno Engi | cles and motorcycles of out-of-state | 
Deveraux-Keeler | registry, as Connecticut, used and/or | 

| operated, in New York state, on or 
Mfg.}as a part of any work performed 
under a contract for a public im- | 
provement to which the state or a 
Libbey-Owens-Ford; | municipal corporation or a commis- 
sion appointed pursuant to law is a 
requires New York registra- | 


Iner, 
*Marmon 16, 





Products 


In- 


K-H, 


Kelsey- 





| formula. 


Scientific Sales Control Through 


Analysis and Interpretation 


from calculation of ratios based 
upon past performances, It is neces- 
of course, to have a fairly 
|large number of reports to furnish 
average; 
permanent 
therefrom should indicate conditions 
requiring special correction in in- 
dividual agencies, or 1n individual 
salesmen; while a general decline 
would indicate either failure of the 
sales policy requiring radical alter- 
ation, or a general business decline. 
The interpretation of such sta- | 
tistical summaries is useful as well 
when more than one product is 
being sold. This is met with in a 
small way in the example cited, by 
the sale of both new and used cars, 
as shown in the following derived 
The total number of con- 
| tacts made (consisting of entirely 
new prospects, repeat calls and mis- 
cellaneous contacts) divided by the 
total number of prospects will give 
the number of contacts required to 
give a single prospect; in the same 
way, ratios may be worked out to 
determine the numbe- 


sary, 


a consistent 
marked or 








(Continued from Page 3) 


car sale. 


and any 
deviation 


organization, 


uct, 


of contacts 





finance, 


required for every sale, for every 
demonstration, for every used or new 
The average ratio of dem- 
onstrations to sales, of appraisals 
made to sales completed, and in 
general of any one step in the entire 
sales program to any other, may be 
readily determined from the simple 
ratio of the totals of the respective 
columns in the sales reports. 
same rules will hold for an indi- 
vidual salesman’s reports, for the 
summary of an agency, and for the 
general sales report of a nationwide 


With such control, first analyzed 
by the salesman and then synthe- 
sized by the sales manager for what- 
ever unit he controls the sales policy 
should be made quickly and accu- 
rately responsive to the needs of the 
public demand. A change in prod- 
advertising, 
methods may be prescribed as the 
cause of failure is determined. Av- 
erages of past performance will con- 
stitute standards of efficiency, re- 
placing the unscientific, haphazard 
method of sales quotas. 


The 


or sales 


RUSCO BRAKE SCHOOL 


As a result of reports from the 
New York city Police Department of 
a serious increase in the number of 
automobile accidents in the metro- 
politan district, the Russell Manu- 


dience. 


here. 


Cleveland, 
Drissner has been 
president in charge of engineering 
for the National Acme Company 
He has been in charge of 
engineering activities at the local 
plant for many years. 


o., 


May 
named vice- 


DRISSNER PROMOTED 


facturing Company, manufacturers 
of Rusco brake linings and other 
automotive products, held a brake 
school at its local headquarters, 37 
West 65th St., which was attended 
by more than 290 fleet operators and 
garage men. A, C, Teetsel, Russell’s 
testing engineer from the company’s 
Middletown, Conn., factory, spoke on 
“The Mechanical Construction and 
Operation of all Types of Brakes.” 
His talk was augmented with dem- 
onstrations on working models .of 
different kinds of brakes and the 
showing of the new Rusco motion 
picture depicting brake operation 
and brake lining manufacture. After 
the meeting Mr. Teetsel answered a 
deluge of questions frcm the au- 


1.—A. E. 
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The Producto Machine Company,|two compression springs, the com- 
Bridgeport, Conn., is putting out a| pression being regulated by means 
new automatic cam milling machine | of screws. 
known as the No. 1214. Two paths,| The short camshaft also is driven 
surfaces or contours can be milled| by a worm and worm gear and gets 
on the same piece at one time. its power from the main gearbox 

Separate master cams are used to | through a clutch. Pick-off gears 
control the action of the two cutter| are provided to control the actual 
slides so that different forms or | feed needed. 
contours may be produced on each The work spindle is driven by 
of the paths if necessary. A separ-| worm and worm gear, the speed 
ate attachment may be had to pro- 
duce the master cam from the| gears, The work spindle is 25 inches 
sample or model of the work, thus} 
permitting the machine to be used| with a 1% inch hole throughout for 
in a great variety of work. a draw bolt. 

Each cutter spindle is driven by 
@ worm and worm gear getting its 
power from the main gearbox. At 
the rear of each cutter spindle slide 
is a roll and bracket mounted in 
contact with the master cam. Con- 
stant pressure between the roll and 
the master cam is maintained by 


wheel or by air chucks. The 


power motor. 


Cold Roll Forming Machine 


re ] 








ee: eR EST ERR 


Kane & Roach, Ine., Syracuse,; The motor is placed on the rear 
N. Y,. has developed a new outboard | side of the carbinet base: The sub- 
type of cold roll forming machine, | base allows motor adjustment for 
built for high speed operations, the | taking up slack in the V-belts. It 
production capacity being 270 feet | is stated that this machine took a 
of formed strip per minute. | tin-coated copper strip and rolled 

Drive from the motor is by V-belts | it into radiator tubes at the rate 
to a line shaft, to which are coupled | of 270 feet a minute. 
worm reduction units, each of these This type of machine may be had 
driving a number of roll stands. | for taking stock from the coil, cut- 
These drives, couplings and spur | ting the stock and feeding it into 
gears operate in an oil bath. The | the forming machine at the same 
bottom roll shaft bearings and in- | rate of production, These machines 
termediate shaft bearings are auto- | are designed for rolling a wide va- 
matically lubricated, All other bear- | riety of shapes and sections and can 
ings carry Alemite high pressure | be supplied with a varying number 
nipples, 2 of roll stands and in different sizes. 





being changed by means of pick-off | 


long and 3% inches in diameter | 


This machine is completely auto- | 
matic and during a complete cycle | 
of the work spindle the complete | 
surface of any part is produced. | 
The work is clamped by a hand- | 


machine needs a five to 7% horse- | 


| optional equipment for use in in- 
|ternal grinding of dies and for 


TOOL ROOM GRINDER |e 
The Wichita Machine Tool Com- | CRANE MOTOR 


pany, Wichita, Kan., is anneunc- | 
In its thirty years of service, this 


ing a new dual purpose tool room 

grinder, which will do internal or | 

external grinding on taper reamers, | trolley motor on a 50-ton overhead 
milling cutters, end mills, hand taps,| crane in the main erection shop of 
spiral expansion reamers, solid the Wellman Engineering Company, 
reamers, valve reseaters, boring bars, | Cleveland, had never been removed 
line shaft reamers, etc. The ma-| go, repairs of any kind? 

chine will also do general tool room 


grinding. overhauling and the original sealed 


nal : | . 
The operating head of this ma-| sieeve bearings were found to be in | 
|is mounted on the armature shaft, 


chine is universal in every way and | perfect shape. 

the head is carried to the work! ‘The motor is a Westinghouse 7% 
rather than the reverse. The index/), p, 220-volt, direct current, in- 
finger used in surface grinding is/ closed motor actuating the trolley 
an integral part of the head. When) travel of the crane. It has had the 
the grinding head is at zero, the! hardest kind of service since its in- 
finger is at the center in relation | stallation in 1902. 

to the work held between headstock 


and tailstock. The degree of relief | TANTALUM-CARBIDE : 


is obtained by setting the grinding | 
head off center by a corresponding | TOOLS FOR ALL METALS 
number of degrees. 

Fluted type reamers are ground | 7 
in the flutesto prevent decreasing| The Ramet Corporation, North 
the original size of the tool. The} Chicago, Ill. announces a complete 
distance between centers is seven-|line of Ramet tantalum-carbide 
teen inches. An extension tailstock | tools for cutting, drawing and work- 
increases this distance to forty-| ing all metals. In addition to cut- 
eight inches. The maximum dia-/| ting applications, wire, tubing and 
meter handled is nine inches. A| extrusion dies have been developed 
special live headstock is supplied as | from special grades of Ramet. 


Recently, it was given a general | 


7 





NEW EMERSON MOTORS 


The Emerson Electric Manufac- 
turing Company, St. Louis, Mo., has 
developed a line of three-horsepower 


| motors which operate at 1725 r. p. m. 


and which can be furnished in sin- 


| gle-phase, repulsion start induction, 


and polyphase squirrel-cage types 
besides a d. c. compound wound type. 
Shafts are of tool steel and bearings 
are of bronze, wool packed. Oil 
reservoirs are oversize. Motor frames 
have ventilated openings, and a fan 


The motors are built to the NEMA 
dimensions and the mounting di- 
mensions of the several types are 
identical. Special types can be fur- 





nished. 


BRITISH TAX BOOST 

Montreal, May 1.—Canada _ will 
be adversely affected by the imposi- 
tion by the British budget of higher 
|taxes on motor trucks and tractors. 
|The United Kingdom has been one 
lof Canada’s best markets for auto- 
mobiles and trucks, and a taxation 
lincrease may curb this trade to 
lsome extent. Canadian officials 
|were hopeful, however, the increase 
lin taxation would not cut deeply 
}into this business, 














CUSTOMERS SAFETY 


more 


AND MAKE YOURSELF 


%, 


Safety Glass in the windows of low 


he average charge for L-O-F super 


priced sedans which do not have it as 
standard equipment throughout is 
about $16.50. The average dealer dis- 
count is about 25%. THAT MEANS 
ABOUT $4.00 MORE ON EVERY 
CAR WITH SAFETY GLASS IN ALL 
WINDOWS. If a dealer sells 125 cars 
in a year ... that’s $500 he is deliber- 
ately passing up if he does not sell Safety 
Glass when he sells a car . . . and the 
best way to sell Safety Glass is to have 


EXTRA 


. 
In Graham, Reo Flying Cloud, 
and 60, Chevrolet, Oldsmobile, 





CAN GIVE YOUR 


GLASS PRO- 


on each of I2 


monthly payments. 





PROFIT 


In Packard, Studebaker, Franklin, Reo Royale, Ford De Luxe Models, 
Cadillac, La Salle, Lincoln and Buick 80 and 90, L-O-F super Safety 
Glass is supplied in both windshields and windows at no extra charge. 


. 
Willys, Ford Standard Models, Buick 50 
Pontiac, Rockne, Auburn and Cord, L-O-F 


super Safety Glass is supplied in windshields at no extra charge, and can be 
provided in the windows at a new low price, without delaying delivery. 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, OHIO 


cars on the floor, ready for delivery, LI B B EY ° O WE N 4 . Fo RD 
equipped with Safety Glass all-around. SAFETY GLASS 
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DODGE ANNOUNCES 
1'/>-TON TRUCK LINE 
IN TWO WHEELBASES 


(Continued from Page 1) 


ing. The spiral bevel drive gears are 
nickel-chrome-vanadium steel. The 





axle shafts are of chrome-nickel al- | 
The standard gear ratio | 
gives a normal driving 


loy steel. 
of 5.857:1 
speed of 45 miles an hour. 

The four-wheel service brakes are 
of the hydraulic type, self-equaliz- 
ing. A propeller shaft type parking 
brake is also provided. Total brak- 
ing contact area is 225.05 square 
inches. 

On the 131-inch model the drive 
ahaft has two universal joints. On 
the 157-inch chassis three universals 
of the cross-and-trunnion type are 
used. 

These new Dodge trucks provide 
two chasis which are available with 
or without cab, with single or dual 
wheels, and may be had with bodies 
suited to various lines of business. 

Among the available standard 
bodies are: on the 131-inch chassis— 
a panel, a stake body for general 
hauling, with sides somewhat lower 
than the cab and with hinged center 
sections; a dump model, with 1':- 
yard bed and hydraulic hoist; a 
semi-trailer outfit, with open van | 
trailer body, with double line at- 
tachment for operating the trailer 
brakes from the Cab of the 13l-inch 
truck used a tractor, and with tire 
carrier on the front of the trailer 
unit. On the 157-inch wheelbase 
there is an 11-foot stake body, with 
sides as high as the cab, arranged 
with two side panels for advertising; 
the center sections on both sides are 
hinged for quick loading and un- 
loading. 





| crease, it is said. Quarterly report 
|of the company, which will be issued | 
| soon, will show an improvement over | 


| 
| 


| STUDEBAKER-WHITE GET 


| for 
|}trucks from the 
| and Baking Company of Cincinnati 


has been increased, according to re- 
ports in automobile circles here. 
Increase in activity of automobile 
plants was responsible for the in- 


the first quarter of last year. 


BIG TRUCK ORDERS 


Cleveland, O., May 1.—An order 
twenty-two White heavy-duty 
Kroger Grocery 


was announced today by A. G. Bean, 
president of the White Motor Com- 
pany. 

The order, which calls for imme- 
diate delivery of these units, ap- 
proximates $100,000 for the chassis 
alone. These units will be equipped 






CANADIAN WILLYS 
PLANTS TO CLOSE 


(Continued from Page 1) 


understood that the Canadian com- 
pany was financially independent of 
the American company. Due to the 
receivership of the Toledo company, 
Willys-Overland in Canada has been 
seriously handicapped in securing 
stampings and other essential ma- 
terial for its 1933 production. All 
parts and materials purchased by 
the company in Canada from the 
Toledo plant have had to be paid 
for in cash since the receivership. 
Dut to the receivership of the 
American company production has 
been confined entirely to the four- 





with a drop-frame trailer of special 
design and will be used for long- 
distance transortation of foodstuffs 
in West Virginia, Indiana, Missouri 
and Ohio. In addition to this large 
order the White Company also re- 
ceived an order for five Indiana and 
five Studebaker trucks from the 
Fidelio Brewing Company of New 
York city, one of the oldest brewing 
establishments in the country. In 
the past few weeks the company has 
received orders for more than sixty- 


|five trucks for the hauling of beer. 


U. S. RUBBER WINS PATENT 
SUIT AGAINST FIRESTONE 


Cleveland, May 1,—Judge C. D. 
Frebolin, special master appointed 
by the United States District Court 
in the patent suit by the United 
States Rubber Co., against the Fire- 
stone Tire & Rubber Co., has sub- 
mitted his report to the court in| 
favor of the United States Rubber | 


! Co. | 
| The suit involved patents on mod- | 
ern processes of tire building. Royal- 
ties have been paid to United States 
Rubber Co. on these patents for 
years by all tire manufacturers with 
exception of Firestone Tire & Rub- 
ber Co. j 


E. G. BUDD MFG. CO. STEPS UP 

MAY OPERATING SCHEDULES 

Philadelphia, May 1.—Operating 
schedules of the E. G. Budd Manu- 
facturing Company have been ad- 
vanced substantially over a month 
ago, and number of men employed 
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New Dodge 11-foot 


cylinder “77” model, 


BEER HAULING BOOSTS 
CHEVROLET TRUCK SALES 


Detroit, May 1.—Concrete evidence 
of the spurt to automotive sales pro- 
vided by legalization of 3.2 per cent. 
beer was contained in a report show- 
ing that Chevrolet dealers sold more 
than 1,500 new trucks and passen- 
ger cars directly to brewers and dis- 
tributors during thé first twenty 
days of new beer. 

Sales ranged from huge van- 
trailer type trucks capable of haul- 
ing several hundred cases of the 
newly legalized beverage to “stand- 
ard six” passenger cars for use by 
salesmen and advance advertising 
men. In the first week dealers re- 
ported selling 549 trucks and sev- 


| enty-six passenger cars. 


SPARTA OUTPUT UP 

Sparta, Mich. May 1.—Sparta 
Foundry Company, manufacturing 
piston rings, reports a 70 per cent. 
increase in business. Sales from 
April 1 to April 25 inclusive totaled 
$46,000, compared with less than 
$30,000 during March. 








New Dodge 1'4-ton Panel Body model 
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In and About the Plants 


By Chris Sinsabaugh 






(Continued from Page 4) 


be good for around 700 units a month , . . Robert Valentuela, a dealer 
in Torreon, Mexico, came to the factory last week for a drive-away of 
ten cars, He estimates that this drive-away saves him $700 in freight 
charges. Valentuela is an engineer who graduated from the University 
of Michigan and who has been an automobile dealer for ten years, 


Pontiac 


Pontiac’s April, with twenty days’ reports to go by, is considerably 
ahead of the same month last year. In fact from the first of the year 











to April 20 sales aggregated 21,278 as against 19,258 in the same period 
last year , , / Finishing the month with a production of 8,100, it is said 
the plans for May call for a step-up and with the plant operating five 
days a week as it has been for some time ... In the way of used car 


stocks, General Sales Manager R. K. White reports that whereas on 
March 20 they totaled 15,084, on April 20 they only had gone to 16,002, 
despite the new car sales. On April 20, 1932, the used car stocks totaled 
22,249. 


ESSEX TERRAPLANE 
1134IN. SPECIAL SIX 
ADDED IN CANADA 








Hudson draftless ventilation and air 
regulation system, 

F. O. B. factory prices of the Ter- 
raplane Special Six, in comparison 
with prices of the Six and Eight 
series Terraplan& are as follows: 


lanai Body Type Special 

(Continued from Page 1) ret 
market by the American company | Business coupe .... 745 680 865 
at Detroit. Models of the Special | Coach ............. 760 705 885 
Six are now on display at the show- | Rumble seat coupe. 800 750 935 
rooms of all local dealers, Sedan, 5-passenger. 800 775 960 

The new Special Six series car | Convertible coupe 

has a wheelbase seven inches longer (rumble seat).... 845 845 995 


“Two parrenger only. 





than the Terraplane Six introduced 
at the time of the National Motor 
Show in Toronto last January, and 


it is the claim of the company that| Detroit, May 1.—A third Terra- 






the new car has the longest wheel- 
base of any car in the low priced 
six field. The new series car has 
the same smart lines, and the fast 
acceleration and smooth riding qua- 
lities typical of both the Terraplane 
Six and Eight cars. The main dif- 
ference between the two six-cylin- 
der series is to be found in the extra 
length and added roominess. All 


seston 


plane model, which will not displace 
the present six and eight, is expected 
to make its appearance not later 
than May 15. Outside of the new 
model being features of big dimen- 
sions, nothing can be learned from 
this news source. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 


closed models in the new series have 


NEWS BRING RESULTS 





MAY 
TRUCK ISSUE 


\ 


Brewers, Contractors and Own- 
ers of Over 1,000,000 Business 
Vehicles Will Get This Issue 


Personally addressed copies to the Machol 
list, comprising over 20,000 names, 


Revised 
schedale of 
Track Issues 

MAY 13 
JUNE 17 
JULY 15 
AUG. 5 and 
AUG. 26 
SEPT. 16 
OCT. 14 
NOV. il 
DEC. 16 


If you want to reach not only those own- 
ers but exclusive truck dealers, important 
bus operators, leading passenger car deal- 
ers and important factory officials, use 
that issue with a page at $350; half page 
at $175, or a quarter page at $87.50. 


Forms close 2 days preceding publication. 
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